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Sales Preparation using DCE 
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End of Preparation; Release 
resources of the DCE. 
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Sales Demonstration using DCE 
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Customer Evaluation during Sales Cycle using DCE 
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Vendor: Install and/or Configure the SW to be evaluated on DCE. 



526 
Serious failures 



Change in mode 
of usage 

524 



Vendor: 

Track Usage; 
Monitor Failures; 



Customer: 
Evaluate Software - 
Access/Interact/Test. 



Change in user 
requirements 



Happy Customer? 



End of Evaluation; 
Save configuration; 
Release DCE ^ 
resources; 

Proceed to Sales/Deployment 



